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3 Easy Tips  
To Build Your  

Successful Business  
Using The  

Internet! 
 
 
 

By Dan Morton 
CEO and Founder, Fairlane Web Consulting 

www.FairlaneWebConsulting.com 
 

With just a little care and proper feeding your business 
can thrive with some focused help from the internet. In 
this short report I’ll tell you exactly what you need to do 
to put the internet to work as a profit center for your 
business – and not an expense!  
 
Read on! 
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No part of this publication may be reproduced or transmitted in any form or by any 
means, mechanical or electronic, including photocopying and recording, or by any 
information storage and retrieval system, without permission in writing from the 
Publisher. Requests for permission or further information should be addressed to the 
Publisher.  
 
Disclaimer: The content of this report is for educational purposes only. The information 
here is not intended to be nor should it be misconstrued to be business advice or legal 
advice. For legal advice you should seek the counsel of a legal professional. While all 
care has been taken it is the responsibility of the reader to ensure that any activities 
he/she engages in follow the applicable laws in his/her country, state, county, and local 
area. No liability is accepted by the author for any damage caused or claimed to be 
caused from the information in this report. By reading past this point you are accepting 
these terms and conditions.  
 
 
 
 
 
 
Legal Notice 
 
While all attempts have been made to verify information provided in this publication, 
neither the Author nor the Publisher assumes any responsibility for errors, omissions, or 
contrary interpretation of the subject matter given in this product. The Publisher wants 
to stress that the information contained in this product may be subject to varying 
country and professional organization laws or regulations. The reader must accept full 
responsibility for determining the legality and/or ethical character of any and all 
business transactions and/or practices adopted and enacted in his or her particular field 
and geographic location, whether or not those transactions and/or practices are 
suggested, either directly or indirectly, in this product.  
 
NOTE: No guarantees of income or profits are intended by this report. Many variables 
affect each individual’s results. Your results will vary from the examples given. 
Suggestions and examples from www.FairlaneWebConsultingcom cannot and will not 
promise you personal success. That is up to you. I have no control over what you may 
do or not do with this information, and therefore cannot accept the responsibility for 
your results. You are the only one who can take action! 
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Welcome! 

 

Hi, and thank you for downloading this FREE REPORT. You 
may have downloaded it simply because you are curious 

to see what The 3 Easy Tips To Build Your Successful 
Business  Using The Internet are, and if it really is 

possible to get a big chunk of your business from the 
internet. Well, in my opinion, that is cause for celebration. 
Why? Because it tells me that you are dedicated to the 
success of your business. If you weren’t—you would not 
be reading this free report right now.  
 
Every day I see businesses that are NOT getting new 
clients and customers from the internet and it’s not 
because they are ignorant ... it’s because they have failed 
to realize that their business is ALL ABOUT using the right 
resources and techniques effectively to get their products 
and services in front of the right clients and customers! 
 
It’s not about how good your business is (of course you 
must be a top-notch businessperson who takes great care 
of their clients and customers) — it’s about how good your 
marketing on the internet is. How many times have you 
seen successful businesses with only mediocre products 
and services?  
 
They are literally all over the place. 
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Even if you are the very best business in your respective 
niche, without great internet representation, who is going 
to know about it? 
 
Great internet representation can solve almost every 
single problem a small business might have. 
 
Let’s get started ... 
 

Warning! 

What I am about to teach you might seem like a lot of 

information. I know that you have lots of experience 

building & operating your business, not learning how to 

build a website or to trying to get that site showing up in 

search engines.  

I am teaching you this because I strongly believe this is 

information every business owner should know and do. 

You don't have to hire me (I’m good, and definitely not 

the cheapest) but you should hire someone - it's definitely 

easier than trying to learn how to do all of this yourself. 

Let me explain what all the benefits are and how they help 

you get more clients and customers. 
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If you’re a local businessperson who is NOT getting the 

majority of your business from the internet, then you’ve 

got BIG problems.  

97% Of Your Clients Are Looking On The Internet 

97 out of 100 consumers seeking almost any local product 

or service last year used online resources at least some 

point in the process according to BIA/Kelsey. The digital 

age is dramatically changing the way consumers look for 

local products and services. Smart phones, social media, 

search engines and reputation websites are now the 

primary resources people use to make a decision on which 

local business to use. 

 

Here are the 3 Critical Tips: 

1.  Optimize Your Website 

2.  Embrace Reputation Marketing 

3.  Social Media – Not Just For Kids 

 

Warning! 

http://www.biakelsey.com/company/press-releases/100310-nearly-all-consumers-now-use-online-media-to-shop-locally.asp
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For best results, employ every one of these 3 steps 

equally, and with determination. Failure to follow 

my process exactly may result in poor results. 

 

 

1.Optimized Lead Generation Website 

Possibly one of the most overlooked business assets, a 

properly optimized website, is still considered the “hub” 

of your business’s internet representation. 

What do I mean by “optimized?” Don’t confuse a visually 

attractive website with one that is designed and built for 

delivering leads. Here are the basics needed for an 

optimized website and why you need them. 

 

Be PERFECTLY CLEAR About What You Offer 

Many business websites don’t tell the visitor exactly what 

products and/or services are offered on the front page. 

This information is CRUCIAL, but is often lacking on 

many business websites. 

1. Tell potential clients/customers what you do 

– so you can engage visitors and turn them into 

customers. 
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2. Tell search engines (Google, Yahoo & Bing) 

what you do – so you can be searched & 

displayed prominently and correctly for your 

business niche. 

When a visitor first lands on your website, you have less 

than 15 seconds to make a good impression. Normally, 

visitors to your website are trying to solve a problem – 

clean a dirty carpet, solve a health problem or find a good 

book.  

If your home page doesn’t IMMEDIATELY tell your 

visitors that you can solve their problem, they will leave 

quickly. If they have to spend time trying to determine 

exactly what you offer, odds are they will hit the “back” 

button and look for your competitors – all within a matter 

of seconds. 

This is why you must do everything you can to let your 

visitors know what you do as quickly as possible. 

1. Header or other intro page graphics. Images 

can be very powerful. If you sell shoes, add plenty 

of shoe images and happy people wearing shoes. 

Don’t go overboard, but make sure there is no 

question, visually, about what you offer. 
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2. Page title. Make the title to your home page about 

your products and/or services. Nothing fancy or 

overly wordy – direct and to the point. For the shoe 

seller you could say, “Affordable and Stylish 

Shoes For The Entire Family.” That’s it! 

 

 

3. Write about what you offer. Write 300 – 500 

words that describe your products and services and 

place those words on your home page, in addition 

to the graphics. 

Do these three items well and you will have the basics in 

place to start turning your website into a lead machine. 

 

Simple Design 

Visitors coming to your website are looking for a solution 

to a problem, and they don’t want to spend time wading 

through a complicated website to find answers and 

solutions. If your website layout is complex and difficult to 

navigate, viewers will quickly click away to your 

competition.  

There are ways to track visitors who click away (and 

further into) your website – it’s called “bounce rate.” 

Bounce rate is scored on a scale of 1% - 100%, the lower 
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the number, the better. For example if your bounce rate is 

35%, 65% of your visitors clicked another page on your 

website – and 35% “bounced” away without going any 

further. Naturally, you want the bounce rate to be as low 

as possible. 

 

Make It Extremely Easy To Contact You 

Make it extremely easy for interested visitors to 

contact you. Communication has evolved over the years 

and your website should reflect as much of new 

technology as possible.  

Give visitors many contact options – phone, SMS (text), 

email, forms are the top choices. 

Your telephone number should be displayed prominently 

on the home page. Do you accept SMS or text messaging? 

You should because many of your prospects are more 

comfortable texting instead of telephoning.  

Include a web form to accept inquiries by email on the 

front page. That’s a great way for prospects to ask a 

question, and for you to show your promptness and 

authority in your answer. Plus, you get their email 

address, and possibly a phone number. It’s surprising how 
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many business websites don’t include this very basic 

method of communication.   

Get these communication basics right and you’ll get more 

clients.  

Get them wrong and you might as well as send new 

clients to your competition. 

 

Keyword Optimized Content 

Another big way that many local businesses miss the boat 

on good website design is lack of good & relevant 

content that is keyword rich– words that describe your 

business category or niche, and your city or area of 

practice.  

It all revolves around search engines wanting to provide a 

great experience for their users (their clients) by 

displaying website pages search engines believe will 

satisfy their users based on the words the users typed into 

the search box (keywords).  

The way search engines find these relevant web pages is 

by searching the words on the pages, more specifically the 

“keywords” used to describe important facts about your 

business. Important facts such as your area(s) of practice 
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and your business location can make a world of difference 

whether your business gets noticed – or not.  

For example, someone needs a personal injury lawyer in 

Denver, and may Google “personal injury lawyer Denver.” 

The search engine then looks through its stored website 

pages (cache) and displays the web pages it thinks best 

represent that keyword. Whatever web page the search 

engine feels will best meet the needs of the person 

needing the lawyer, search engines will show in first place, 

others will be below it.  

Research shows that the first 3 web pages from a 

search will get over 60% of the clicks – a real 

incentive to be in the top 3. 

 

Solve Problems 

Finally, it is essential that your website discuss the primary 

problems of your targeted consumers. Any local 

businesses’ online presence should feature FAQs (a 

Frequently Asked Questions page), white papers and 

checklists for consumers conducting online research. 

It’s not enough to know what you need to do – it 

actually has to get done. If you are not showing up on 

page 1 with all of the right elements in place on your 
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website – you will be missing the majority of hungry 

clients and customers who really need you. 

 

2. Manage Your Reputation  

Reputation Marketing is the creation, dissemination 

and management of online information about you and 

your personal injury law firm. 

This includes your website and social media that you 

control but, more importantly, it features third party 

reputation and rating websites where others post their 

experiences with you and your company. 

Third party websites such as: 

 Google Places  

 Bing Local 

 Yahoo Local 

 Yelp 

 Yellow Pages  

 Superpages  

 CitySearch 

 Angie’s List (need a personal account, about $20/year) 

 Merchantcircle 

Hint: Except for Angie’s list (which I HIGHLY encourage 

you to get a personal account at) they’re all free to use, 

https://www.google.com/business/placesforbusiness/
https://www.bingplaces.com/
http://local.yahoo.com/
http://www.yelp.com/
http://www.yellowpages.com/
http://www.superpages.com/
http://www.citysearch.com/guide/coloradosprings-co-metro
https://join.angieslist.com/welcome?alternatepointofentry=true&cid=EML_SI520140130&cache=1391102805385
http://www.merchantcircle.com/directory/CO-Colorado-Springs
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and you DO NOT have to purchase advertising “packages” 

you’ll be offered. In fact, the only review site I would even 

consider using paid advertising is Angie’s list.  

Online reviews for businesses are almost as trusted 

as a personal referral and the average consumer looks 

at up to 10 reviews before they make a decision to 

spend their money. 

Are you paying attention to what your clients are saying 

about you? 

 

Claim & Optimize Your Reputation Pages 

You should also claim and optimize your listings on these 

review/reputation websites. Make sure all information 

about you and your firm is correct including phone 

numbers, addresses and other web properties. Many of 

these review sites will let you publish company details, 

images, links to your social pages such as facebook and 

linkedin, white papers and other information that might be 

useful to potential clients.  

Optimize the content using keywords – search 

engines love review/reputation websites and often will 

rank them highly. 
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Make sure you use all the resources available to you on 

these review websites. And, you needn’t “upgrade” to any 

of the premium services – in most cases the standard 

free listing will do just fine. 

 

Ask For Positive Reviews  

It’s a fact that getting happy clients to post positive 

reviews for you can be one of the most difficult parts of 

the reputation marketing process. But I have some tips to 

help you get this done. 

Ask happy clients to give you positive reviews. 

Provide links on your website to guide these clients to the 

review websites you want them to go to. Provide 

instructions how to give you the review you want. 

Tell the client exactly where to go to give the review. 

Place links to your top review/reputation websites 

on your website – so viewers can easily locate your 

review websites to place a great review. 

Believe me – these positive reviews may be quite difficult 

to get, but they are worth their weight in gold when it 

comes to securing new business. 
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Do You Have Negative Reviews? 

First and foremost, and I hope I’m preaching to the choir, 

I assume that your run your business in a completely 

ethical and law-abiding manner, and that you treat your 

clients and customers – even the really badly-behaving 

ones – with the utmost respect and professionalism. Basic 

good behavior on your part will go a long way to avoid 

and counter the few negative reviews you may get.  

If truth, ethical behavior and adherence to the law 

is what you practice, then earning and managing a 

positive reputation on the internet will be so much 

easier, and the benefits will accrue that much 

faster.  

If you have some negative reviews, don’t despair – there 

are ways of working around them...  

First, try to work with those unhappy clients and 

customers to try to resolve the issue that led to the bad 

review in the first place.  

Oftentimes bad reviews can be removed from 

legitimate reputation websites or edited when the 

base problem is resolved.  

This may be the easiest way to deal with bad reviews – if 

you can. If you have worked out the root problem, ask the 



Dan Morton    www.FairlaneWebConsulting.com    (719) 761-4862 

owner of the bad review to remove the review – or 

change it to a positive one. 

For those bad reviews where the reviewer will not remove 

the bad review, or change it to something less negative, 

there is still hope. Many review websites will allow 

you to counter the bad review with an explanation. 

When all else fails, this tactic can at least give future 

prospects your side of the story, provided you reply in a 

cool and factual manner.  

 

“Push” Bad Reviews Down 

You can also actively seek positive reviews to help “push” 

the bad reviews down, and make them less noticeable. 

This strategy works, but could take time, especially if you 

have a lot of bad reviews. 

Of course, if you have been in business for a while, it will 

be almost impossible to have 100% great reviews. But the 

bad reviews should be few and far between, and you 

should make every attempt to remedy the bad review, if 

possible. 
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3. Social Media 

When I mention social media for business, I mean 

facebook.com, google plus and linkedin.com for the 

most part. Your reputation is all about trust and your 

clients want to see your photo, your credentials and 

reviews or recommendations that have been written about 

you. At the very least, have a facebook business page 

about your company, and a linkedin profile for you, and 

any other partner or key employee in your firm. 

Remember to link your social websites to your website. 

https://www.facebook.com/coloradospringswebdesign
https://plus.google.com/+FairlanewebconsultingFWC/
https://www.linkedin.com/in/danmmorton
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Remember when I said that prospects will look at up 

to 10 reviews before they make a decision to 

purchase your products and/or services?  

It turns out that a facebook business page and a well 

done linkedin profile page can go a long way in providing 

prospects with the social proof and legitimacy that your 

business will need – especially if you are a relatively new 

firm or have little other web exposure. 

 

Use Keywords – So You Can Be “Found” 

A facebook business page that links back to your main 

website should be keyword optimized for great search 

results – just like your website.  

Your linkedin personal page should also be 

optimized for keywords – through linkedin’s very own 

“skills” feature. The “skills” feature lets you search 

potential keywords related to your industry or niche that 

users have searched for, and tells you how popular those 

keywords are now. Armed with that information, you can 

tailor your personal and business pages to attract interest 

on linkedin. 
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A Profitable New World For Those Who Take Action 

It is for certain that a new and exciting conversation is 

taking place online. The search for local businesses has 

moved out of the family kitchen or across the neighbor's 

fence, and is now centered on the internet. For business 

owners who want to get leads and find new clients and 

customers, they will need an optimized and complete 

directory profile, activity on social media and client-

friendly websites.  

Business owners can join the conversation and build their 

business with help from the internet, or they will be left 

behind by their web-savvy competitors. 

Will you be one of the smart businesses that builds their 

business on the internet – the right way? 

If you’d like to talk to me so that we can create a plan 

that will stop some of those prospects from going to your 

competitors and coming to you instead, give me a call and 

let’s talk. 

You’re in business because you’re good at what you do. 

Let me do the marketing – it’s what I am great at! 

 

Dan Morton 

(719) 761-4862 or dan@fairlanewebconsulting.com 

mailto:dan@fairlanewebconsulting.com

